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An AICPA publication for the local firm
INVOLVEMENT IN AICPA COMMITTEE AFFAIRS
How can a local practitioner become a member of 
an AICPA committee? Is it worth the effort any­
way? Indeed, one of the concerns of local prac­
titioners about involvement in AICPA committee 
affairs is the amount of time that must be spent 
away from the office and the impact this could 
have on their firms.
Earlier this year, to see if we could throw some 
light on what is, in essence, a cost-benefit situation, 
we surveyed 250 AICPA committee members to 
find out about their experiences. We were inter­
ested in knowing such things as how they got their 
committee appointments, how much time the 
work requires and the impact on partners, firm 
and clients. The following is based on their re­
sponses.
Many members began their involvement in pro­
fessional affairs with their state CPA society and, 
in particular, at the local chapter level. Typically, 
they attended local chapter activities and showed 
interest in and volunteered for positions on chap­
ter committees. Eventual recommendation to a 
position on an AICPA committee came after per­
forming conscientiously on a similar local com­
mittee. In some cases, the recommendations were 
made by state society officers, in others by the 
firm, Institute members or various accounting 
organizations and groups.
What was stressed in the survey was the need to 
be qualified. Respondents suggested that people 
wishing to serve on an AICPA committee should 
develop in-depth knowledge of the subject that is 
the concern of the committee and should indicate 
their interest. Some of the suggested ways practi­
tioners can become known in the profession for 
their interest and expertise are by commenting on 
exposure drafts, writing articles for professional 
journals, writing letters to editors, speaking at 
seminars, being discussion leaders at continuing 
professional education courses and associating 
with Institute committee and staff members at 
meetings.
State societies and local chapters naturally like 
to appoint as committee members CPAs who are 
willing to devote some time and effort to the job. 
In turn, these activities will be important con­
siderations when nominations are made for AICPA 
committees. As one respondent wrote, “Don’t be 
afraid to put in some extra time and study. There 
are many worthwhile projects in need of fresh 
ideas and diligent efforts. A good job on the local 
committee level can lead to AICPA appointments.”
Some members are appointed after volunteering 
for Institute committee work. For others, the ap­
pointment comes as a complete surprise. One com­
mittee member tried for 30 years before being 
accepted. By then, that person had a long record 
of service and accomplishments in the profession 
and was known by the committee chairman. Nev­
ertheless, all of this respondent's other committee 
appointments were made on the recommendation 
of others without any solicitation. As another com­
mittee member wrote, regarding the two ap­
proaches to being appointed to committees, “Be­
ing known by your peers and being invited to serve 
is, I believe, the better approach.”
In a future article, we will discuss how much 
time committee work requires, AICPA’s expense 
reimbursement policy and how the involvement 
can be accommodated in a smaller firm.
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Improving Systems Control
Rarely do we plug a corporate booklet, but IBM 
has recently published an executive briefing for 
improving control over an information processing 
system that should be of interest to CPAs and 
their clients alike.
Written in nontechnical language, Staying in 
Charge is intended to help in instituting a new sys­
tems program or assessing an existing one. It in­
cludes a list of 14 management actions recom­
mended for the development of a system that is 
adequately controlled and auditable. They are as 
follows:
□ Ensure that all managers realize the impor­
tance of internal audit and security controls 
in information processing.
□ Require the development of detailed control 
guidelines.
□ Develop a clear and enforceable authoriza­
tion scheme and take the appropriate access 
control measures—physical and system—to 
implement this scheme.
□ Issue a clearly defined system control man­
date that specifies the responsibilities of in­
ternal audit in all phases of information 
processing.
□ Define clearly the working relationships 
among users, internal auditors and the in­
formation processing department in the de­
velopment and maintenance of an automated 
information system.
□ Conduct a risk assessment program begin­
ning with the most fundamental and preva­
lent problems and working outward to the 
less likely events.
□ Encourage information processing centers 
and internal audit to work together to 
achieve control capabilities including im­
proved systems, audit, security and installa­
tion management.
□ Encourage the development of new data 
processing control techniques to ensure a 
more reliable and secure automated infor­
mation system for your needs.
□ Upgrade the skill and number of data pro­
cessing auditors.
□ Ensure that adequate training is provided.
□ Add data processing personnel to the audit 
staff for specialized assistance and provide 
audit education for them.
□ Ensure adequate preinstallation control, 
verification and testing of the system.
□ Ensure that periodic postinstallation verifi­
cation takes place.
□ Ensure that assessments of the internal 
audit function are performed by manage­
ment.
Copies of the booklet are available from your 
local IBM office. Moreover, they are free.
How to Improve the Quality of Your Life
Participants at last January's Quality of Life Con­
ference obviously thought it achieved its goal of 
showing them how to handle stress and, in general, 
lead healthier, happier and more productive lives. 
They rated the conference 4.40 on a scale of 0-5.
The AICPA’s management of an accounting 
practice committee will hold its second Quality 
of Life Conference in Denver on January 11-13, 
1981, for CPAs and their spouses. Leading con­
sultants will
□ Show how people and organizations develop
—describe how to set personal and firm 
goals and ensure that they will be realized. 
□ Teach how to assess your optional stress 
level—manage stress so that it works for 
you—deal with depression.
□ Discuss current concepts of nutrition and 
physical fitness—show how a nutritionally 
sound diet can improve energy levels, mental 
performance and emotional outlook.
□ Help participants design a personal action 
plan, utilizing the lessons learned, for im­
proving the quality of their lives.
For registration or further information, contact 
the AICPA meetings department.
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Management Review in Local Firms
Is your partner retirement plan really going to 
work? Or do you think your actual plan is to 
merge as retirement time approaches? Do you 
keep losing good staff people just when you think 
they are ready for partnership? Do you know why?
There are probably times when you and your 
partners feel as though you are going round in 
circles trying to answer such questions. Perhaps 
you have even contemplated contracting a con­
sultant to review certain aspects of your practice 
and give an outside opinion on these matters. 
If you have considered a review of this type but 
have balked at the expense, you may be pleasantly 
surprised by the following statement. This shows 
that the actual cost of the AICPA’s local firm man­
agement review program, $1,075, represents a sub­
stantial write-down from the true cost of a review 







Local firm management review of your firm 
by two CPA practitioners selected by you.




(True cost of a review of this type) $3175
Less write-down 2100
Actual cost of the AICPA local firm 
management review $1075
In the review, which is a program of the AICPA 
management of an accounting practice committee, 
your firm’s administrative procedures are re­
viewed confidentially by two practitioners over a 
two-day period based on a questionnaire which 
you submit beforehand. Attempts are made to 
meet requests for reviewers with expertise in a 
given area. So, if you have a specific problem, 
such as one of those mentioned above, or if you 
need specific information on directing your firm 
into management services or want advice on the 
organizational structure of your firm, or if you 
should consider becoming a professional corpora­
tion, etc., the reviewers can help you find answers 
and make decisions.
The review which can include interviews with 
staff and partners and an examination of various 
documents, records, agreements and contracts, 
concludes with a confidential conference with the 
involved partners.
Reactions from reviewed firms have been very 
positive. Partners find that it helps them formalize 
goals and objectives and forces them to confront 
problems, and most have found the review to be 
easily worth the cost of the program.
If you are interested, contact Jim Flynn at the 
Institute (212) 575-6439.
Timeless Sayings
We read and hear many things about time—the 
lack of it, wasting it, saving it, etc. However, we 
do not always consider the true meanings (TM) 
behind some of the sayings. Here are a few ex­
amples:
□ I don’t have time.
TM: I’m not interested.
□ I'm too busy.
TM: I’m so busy being inefficient that I don’t 
have time to become efficient.
□ I will do it as soon as I have time.
TM: I can’t find the time and don’t know 
how to make it.
□ Why can’t he get it done in a reasonable 
amount of time?
TM: Nothing is impossible—i.e., for the per­
son who doesn’t have to do it.
□ Why don’t you and I organize this project? 
TM: I need help in managing my time.
□ Where did the time go?
TM: I spent my time doing the wrong things.
□ I’ve got plenty of time.
TM: I really don’t want to do this job unless 
I am forced to.
□ My time is valuable.
TM: I can't understand why anyone as smart 
as I am is so dumb when it comes to organ­
izing and using time well.
Most of us can identify with some of these say­
ings, and for us the only real hope of using time 
effectively is to change our habits.
-Sidney F. Jarrow, CPA 
Chicago, Illinois
And here is a question from Faw, Casson & Co.’s 
client newsletter: “Why is it that the person who 
has an hour to kill always spends it with someone 
who can’t afford to waste a minute?”
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Opportunities in Campus Recruiting
A great expansion in accounting education took 
place during the 1970s, and the supply of gradu­
ates has grown much faster than the number of 
openings in public accounting. This makes finding 
a job in public accounting more competitive, and 
many more capable graduates are available than 
can be absorbed by public accounting firms.
In an annual survey conducted at Bowling Green 
State University, our accounting seniors are asked 
(prior to the start of interviewing) to indicate the 
jobs they would prefer. As shown in exhibit I, 
more than half choose public accounting. How­
ever, exhibit II reveals that when the smoke has 
finally cleared, only 28 percent actually find em­
ployment in public accounting. (See page 5.)
Why does this occur? Partly, of course, because 
students sometimes decide during interviews that 
they really prefer another occupation. Mostly 
though, the results shown in exhibit II reflect the 
shortage of opportunities in public accounting.
A large majority (84 percent) of our graduates 
interview at least one national firm. Nevertheless, 
only 38 percent of them receive employment offers 
from these firms. Academic qualifications alone do 
not preclude a national firm offer, as is borne out 
by the fact that the average academic qualifica­
tions of graduates not receiving any offers from 
public accounting firms are good.
Given these conditions, which are found not 
only at Bowling Green but nationwide, it would 
seem that local firms can hope to attract quality 
recruits despite the competition. Certainly it is 
difficult because, rightly or wrongly, students per­
ceive national firm experience as looking better on 
their records. In spite of these perceptions, 36 per­
cent of all local-firm offers are accepted by stu­
dents as compared to 25 percent for larger firms. 
Although one should be careful in interpreting this 
statistic because one student may collect offers 
from several larger firms, it should be encouraging 
to local firms active in campus recruiting.
What can a local firm offer to enhance its com­
petitive position against larger firms? Diversity 
of experience and the chance to work with smaller 
clients are strong selling points. Students are im­
pressed by the better opportunity for early respon­
sibility and partnership in local firms. For exam­
ple, when asked to give their reasons for accepting 
jobs, an overwhelming number of students cited
□ Office atmosphere and likeability of the pros­
pective firm’s personnel.
□ Location of the office.
□ Opportunities for growth and advancement.
How One Local Firm Does It
Ours is a firm of 16 people (9 professionals, 
7 of whom are CPAs). We recruit graduates 
from the University of New Mexico and from 
New Mexico State University. We determine 
our needs as far in advance as possible and 
try to bring in only new graduates, hiring 
experienced staff only when necessary.
In maintaining our relationships with the 
professors, we tell them not only of our needs 
but about our firm, such as its growth, quality 
control program and future plans. We also let 
them know how their past students are doing 
with our firm.
We hold an open house for students and 
professors. They receive a guided tour of the 
office and hear about our firm’s procedures 
for advancement and how we compete with 
national firms. We offer to speak at and spon­
sor accounting club meetings.
Because of the many positive aspects to 
being associated with a local firm—more per­
sonal relationships with partners and clients, 
more varied work, less travel, etc.—we first 
try to sell the local firm concept as a whole, 
then our firm.
Our firm has an aggressive professional 
development program for staff members. 
This program is reviewed in-depth with stu­
dents as well as with prospective staff mem­
bers. They are told how many weeks will be 
devoted to their training during the first 
eighteen months, what this will cost the firm 
and what they can expect to learn.
We subscribe to a national firm’s audit 
manuals and programs which include tech­
nical information as well as training aids. We 
explain to graduates that this permits us to 
maintain local-firm qualities while allowing 
us access to the research abilities of a large 
firm. This is an effective sales tool.
We believe that our association with the 
universities has been a real benefit to the 
firm. Seven of us now hold degrees from the 
University of New Mexico. Also, having staff 
members involved with graduates and stu­
dents keeps them alert to someone who might 
make a welcome addition to the firm. In fact, 
being involved in selling the firm keeps staff 
members’ morale at a high level.
-Jerrell A Atkinson, CPA 
Albuquerque, New Mexico
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This suggests that when recruiting, a firm’s per­
sonnel should demonstrate a personal interest in 
the candidate because students tend to accept 
employment where a "good fit” is perceived.
Beyond personal rapport, a local firm cannot 
compete effectively with national firms if its sal­
aries and working conditions (travel, overtime, 
etc.) are inferior to those of other employers. Stu­
dents rarely cite these factors as decisive in ac­
cepting a job, but they are often given as reasons 
for rejecting one. Students don’t like to admit the 
acceptance of low offers to their peers. However, 
if a firm’s offer is below market, it may still be 
successful with students who strongly prefer pub­
lic accounting. But the firm’s choice of students 
will not necessarily be first-rate.
To improve the quality of its college recruiting, 
a local firm must
□ Be visible on campus. Our students who in­
terview local firms usually select those with 
known identities. A firm can make its iden­
tity known by establishing and maintaining 
ties with the faculty and by participating in 
student accounting organization activities.
□ Determine its personnel needs well in ad­
vance of actual recruiting. The recruiting 
season now starts in the fall and for high- 
quality graduates is largely over by mid­
winter. Firms that wait until graduation day 
to determine their needs and to start recruit­
ing will find the best candidates already 
gone.
A local firm should also consider an internship 
program; the value may be threefold.
□ The student may be able to assist during the 
busy season and contribute to the bottom 
line.
□ If the student’s experience is positive, the 
word will be spread among peer groups on 
campus, enhancing the firm’s visibility and 
viability as a potential employer of others.
□ The intern may decide that the firm would 
make a good, permanent home.
In summary, it is our contention, supported by 
our surveys of graduating seniors at Bowling 
Green and our personal contacts with students, 
that good opportunities do exist for local firms to 
participate in the recruitment of bright account­
ing students. For firms that have the desire but are 
fearful of unsuccessful efforts, we urge a positive 
approach and the development of an aggressive 
campus recruiting program.
-Park Leathers, CPA, Ph.D.
and Mark Asman, CPA, Ph.D. 
associate professors of accounting 
Bowling Green State University
Ed. note: Percentages used are the average of the two 







The Wonderful World of VCRs
If you are contemplating using video equipment in 
your practice (for in-house training, etc.) but find 
the world of video cassette recorders (VCRs)— 
Beta, VHS and all that—a mite confusing, well, 
that is understandable. There is no need to be 
intimidated by acronyms, though, or by the seem­
ingly endless variety of video equipment that is 
available. Just as with all equipment, before you 
buy a VCR, you should get as much information 
about it as possible.
To set up a basic video center, all you really 
need are two components:
□ A standard television set and
□ A video cassette recorder (VCR).
A television set does not present much problem 
as any make or model will suffice. But with VCRs, 
the choice literally ranges from A to Z, with com­
panies such as Akai and Zenith offering competi­
tive equipment. How, then, can you decide what to 
purchase?
The first step is to determine what you want the 
machine to do and how you will use it. For exam­
ple, if it will be used elsewhere as well as in the 
office, you will need equipment that is portable 
and fairly lightweight. There are two major types 
of units—namely industrial and home—each with 
advantages and disadvantages.
Most industrial units use Ɛ tapes which offer 
better resolution than the ½" cassettes of home 
units and, subsequently, a better picture. Although 
industrial VCRs are generally more durable than 
their home counterparts, they usually cost more, 
weigh more and are less portable. Also, some of 
these units are really not recorders at all. They are 
suitable only for playing prerecorded cassettes. 
Nevertheless, this type of equipment may be suit­
able if you don’t foresee a need to record your own 
programs. Industrial VCRs that both play and 
record are considerably more expensive, at ap­
proximately $1,100 to $10,000 each, than playback- 
only units which cost from $850 to $4,000.
If your video equipment will be used extensively 
and solely in the office, then the higher price of an 
industrial unit is probably justifiable. Many local 
CPA firms, though, will most likely find a home 
VCR more than adequate.
Home units, all of which play and record, come 
in either of two basic formats—Beta or video 
home system (VHS). It is important to know the 
format of your equipment because, although both 
systems use ½" cassettes, a Beta cassette will not 
play on a VHS unit or vice versa.
The Beta format, developed by the Sony Cor­
poration, has been adopted by the Sanyo and 
Toshiba firms while all other manufacturers pro­
duce VHS equipment. However, don’t get caught 
up in brand loyalty. There are over 54 models of 
VCRs available which are manufactured by nine 
Japanese companies under approximately 19 dif­
ferent brand names. For example, VCRs sold un­
der the Panasonic, RCA and General Electric 
labels are among the many brands manufactured 
by the Matsushita Electric Corporation. Conse­
quently, the units differ primarily in appearance 
and optional features.
Newer models are more sophisticated and ex­
pensive than the earlier ones. The latest machines, 
for example, can record up to six hours on one 
cassette, whereas the original Sony Betamax was 
limited to a one-hour playing time. Early models 
can sometimes be obtained at substantial savings 
over the newer ones, so you should decide what 
features you need and purchase the desired unit 
at the best price available. (Prices list from $750 
to $1,800.)
Some of the optional features you might want 
to consider include
□ Timer / programmer—Enables you to record 
programs off the air at predetermined times. 
Some units can be timed to record a program 
over a 24-hour period while others can be 
programmed to make several unattended 
recordings over a two-week period.
□ Double speed—Lets you see what’s on the 
tape as you advance the cassette "fast for­
ward."
□ Stop motion—Allows you to freeze the pic­
ture at a given spot and resume when you 
are ready. This feature is particularly useful 
when viewing instructional programs.
□ Audio dub—Permits you to erase then redub 
the sound. This feature lets you update or 
revise the audio tracks.
While this information should give you some 
idea of what equipment is available, one final 
caveat is offered to prospective VCR owners. Read 
the specifications carefully before you buy any 
unit, and remember that service and reliability are 
as important as cost.
Readers are reminded that there are now six 
courses available in the AICPA’s Video-Flex™ CPE 
program. These programs combine video instruc­
tion with a coordinated workbook/manual and 
can be used by a small group or an individual.
You might also like to refer to page five of the 
May 1980 issue for other ideas on how to make 
use of video equipment in a local firm.
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